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the insurer's high-visibility problems by 


pleting requirements against the appeal of 
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¢ Translating Six Sigma Methodology 
November, p. 56. 
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eAnnuities: Lincoln’s Product Engine for Growth. July, p. 104. 

«Distribution,Adviser Services Key to Sales Strategy. July, p. 1006. 

«Delaware Investments Retools for Better Performance. 
July, p. 108. 

Making Sense of Split-Dollar Plans. A new tax directive is 
causing life insurers to look for alternatives to split-dollar plans. 
July, p. 113. 

Checking in the Risk. Mortality risk management has become 
excess baggage for life insurers, so they are increasingly letting 
reinsurers handle it.August, p. 77 

eElectronic Underwriting Promotes 
Consistency. August, p. 78. 

eReaching Out to Clients in Nontra- 
ditional Markets. August, p. 82. 

Top Life Reinsurers in the United 
States. August, p. 84. 

Natural Selection. With seminal 





changes afoot in technology, insurer 
marketing, employee turnover and 
lifestyles, workplace benefits may look a 
lot different even five years from now. 
August, p. 87. 

Package Deal. The life-settkements business is maturing as 
securitization and valuation models emerge.August, p. 103. 

Righting Past Wrongs. Amid lawsuits and concerns about pos- 


sible discriminatory sales practices, insurers are searching their 
archives for burial-policy history. September, p. 123. 

Holding On to Life. Lower lapse ratios show that policyholders 
are keeping their life insurance policies longer. November, p. 114. 

Ordinary Life Average Policy Size and Lapse Ratios, Top 
Writers—2000. November, p. 114. 

Sale of a Lifetime. Term life writers are cutting rates and raising 
commissions in the battic for market share. November, p. 117. 

Changing the Rules. Underwriting guidelines for corporate- 
owned and bank-owned life insurance are being stretched so 


brokers and direct writers can serve small and midsize employ- 


ers. November, p. 124. 

Life’s Dissolution. If the economy goes south, variable uni- 
versal life policyholders will have to infuse more money into 
their policies or see them lapse. It is time for insurers to help 
clients preserve their policies by reassessing funding arrange- 
ments. December, p. 85. 

eLower Premiums vs. Chance of Success. December, p. 87. 

*Low-Load Liquidity Works for Some. December, p. 88. 


Loss Management 

Harnessing the Elusive Risk Factor. Enterprise risk manage- 
ment focuses on overall risk exposure of a company to deter- 
mine the capital needed to support it. June, p. 75. 

Gun Makers May Be Bulletproof. Recent decisions in New 
York and Louisiana indicate that the gun manufacturing industry 
may not be held liable for criminal acts committed with guns. 
July, p. 93. 

Getting Centered on Service. Independent adjusters are 
changing the way they do business by putting carriers at the 
core of their activities. August, p. 74. 

The Virtues of Value at Risk. Using a single measure of risk 
across all domains of activity can show companies what they 
would face in a worst-case scenario. September, p. 100. 

Conning Finds Gap in Training in Insurer Claims Depart- 
ments. September, p. 102. 

Seeing Is Believing. Insureds may have an easier time show- 
ing they have sustained a direct physical loss when mold is visi- 
ble and deemed harmful. December, p. 80. 


Market Conduct 

Higher Profile. Compliance officers 
have experienced elevated status within 
their companies since the emergence of 
the Insurance Marketplace Standards 
Association. October, p. 59. 


Marketing 
Making Prospecting Calls Count. 
September, p. 97. 


Political insight 
Banks Must Prepare Consumers. 
Regulators must outline rules for selling insurance through 





bank branches. And, an all-inclusive ergonomics lawsuit will 
be heard in Washington, D.C. January, p. 14. 
Bankers Want Federal Insurance Chief. Banks seek uniform 
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regulation; new budget expands Medicare coverage of telemedi- 
cine; insurers embrace financial-services committee chairman. 
February, p. 12. 

Insurers Fear Cost of Patients’ Rights. Revised legislation 
creates opportunities for lawsuits, industry representatives 
say; insurers balk at being auto safety watchdogs. March, p. 12. 

Ergonomics Rules Voted Out. Payments to Medicare+Choice 
HMOs have increased, the medical privacy debate persists and 
tax deductions are considered for people who buy long-term- 
care insurance. April, p. 12. 

House OKs Estate Tax Repeal. Senate is next to consider 
gradual elimination of death tax; Medicare overhaul is in 
committee; bill calls for new ergonomics rule in two years. 
May, p. 12. 

Agents Press Lawmakers on Issues. Independent agents 
descend on Capitol Hill to make pitch; bill would close tax 
advantage; life insurers happy pension reform is moving ahead. 
June, p. 10. 

Costs Separate Dueling Bills. Congressional Budget Office 
says the Republican version of patients’ rights is cheaper; 
House bill clarifies liability in Superfund cleanups. July, p. 12. 

Bush Balks on Patients’ Rights. Senate passes legislation that 
president says encourages litigation against health insurers; thrift 
director reluctantly makes way for successor. August, p. 12. 

House Passes Bush-Favored Patients’ Rights Bill. The House 
decides consumers should be able to sue their health mainte- 
nance organizations; receive financial advice at work. Septem- 
ber, p. 12. 

China Reaches WTO Deal. Insurers are eager to expand into 
China; congressional votes move Vietnam closer to opening its 
market. October, p. 12. 

U.S. Closes In on Terror Pool. The insurance industry is 
encouraged by the White House plan for a federally backed rein- 
surance pool; economic-stimulus proposal includes insurers. 
November, p. 10. 

China to Join WTO on Dec. 11. House bill would give SEC 
more control in national emergencies; legislation would link anti- 
fraud databases; Senate considers equal coverage for mental 
health care. December, p. 12. 


Privacy Issues 

The Push for Privacy. With the first compliance deadline set 
for July 1, privacy laws as well as regulations that are already in 
effect will have significant impact on the insurance industry. 
June, p.99. 


Property/Casualty 

Seeking a Rising Tide. After more than a decade of treacher- 
ous results, marine insurers are facing a sink-or-swim reality. Janu- 
ary, p. 40. 

Money to Burn. Overcapitalization and deregulation chal- 
lenge property/casualty insurers. January, p. 50. 

Fair Share. Many insurance company executives are using 
finite quota-share reinsurance as an alternative source of capital. 
January, p. 58. 


Special Orders. Some reinsurers are expanding into the capi- 


tal-markets arena to bolster their business. February, p. 59. 
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Leveraging Umbrellas. Benchmarks are emerging that can 
help companies determine whether they are getting the most 
from their umbrella programs. February, p. 65. 

Something Different, Something New. Property/casualty 
insurers need an established process for developing innovative 
products. February, p. 69 

Treasure Hunt. Regardless of whether insurers pursue salvage 
and subrogation, recovery often depends more on the character- 
istics of the company than on its management. February, p. 73. 

Give Injured Workers a Reason to Return. Employers can bet- 
ter manage workers’ comp cases by ensuring that they have 
someone to oversee the return-to-work process. February, p. 80. 

No News Is Good News. TV magazine shows give class-action 
lawyers a platform to promote their business—sometimes at 
insurers’ expense. February, p. 76. 

Getting a Grasp on E-Commerce Risks. Limited claims history 
makes it difficult to underwrite new e-commerce risks and to 
anticipate the claims they will produce. March, p. 57. 

«Survey: Businesses Unprepared for E-Commerce Perils. 
March, p. 58. 

¢Policy Parade. March, p. 60. 

Keeping Faith. Over-aggressive defense of first-party claims 
and bad-faith lawsuits can backfire on insurers, leading to ver- 
dicts in favor of the plaintiffs. March, p. 65. 

The Big Get Bigger. Lloyd’s gears up for a hard market. 
March, p. 65. 

2001 Top Lloyd’s Managing Agents by Capacity. March, p. 68. 

Hostage Situation. Kidnappings for ransom are on the rise, 
and insurers are selling more policies to protect executives who 
travel to high-risk countries. March, p. 70. 

eExecutive Kidnappings Happen in the United States, Too. 
March, p. 73. 

Falling Down on Efficiency. Agents and brokers often aren't 
well-versed in technological advancements that can improve 
business processes, saving time and money. March, p. 77 

Steering Clear of Court. Perhaps it’s time for first-party direct 
insurance contracts to include alternative dispute resolution 
clauses. March, p. 79. 

Behind the Times. Today’s fast-changing e-commerce risks 
require insurers to re-evaluate products and the ways in which 
exposures are assessed. March, p. 80. 

Sleepless in Seattle. Property/casualty insurers are still count- 
ing their losses from an earthquake that shook the Pacific North- 
west on Feb. 28. The price tag could reach $1 billion when the 
dust finally settles. April, p. 76. 








Selling in a Tight Market. The alternative market offers innov- 
ative options for agents and brokers, who face challenges in find- 
ing products and services for cost-conscious clients. April, p. 82. 

Venting on the Internet. Insurers need to be aware that the 
law doesn’t strictly prohibit individuals’ use of their brand name 
on the Internet. April, p. 84. 

Going It Alone Online. Listing insurance products on Internet 
portals may do more harm than good. April, p. 86. 

Captivating Growth. The number of captive insurance 
companies is increasing worldwide, fueled, in part, by firming 
prices. May, p. 85. 

State Farm: Behind the Veil. As the No. 1 personal lines insur- 
er continues to lose market share, analysts and observers ques- 
tion its strategy to cut rates. July, p. 63. 

eState Farm Continues Clash Over Crash-Parts Lawsuit. 
July, p. 64. 

eState Farm:A Great Place to Work. July, p. 66. 

e The ‘Big Dog’ Awakens. July, p. 67. 

eLoyal State Farm Agents Fight for Independence. July, p. 68. 

When the Lights Go Out. Power outages are leading to 
mounting claims for insurers. July, p. 73. 

eCause and Effect. July, p. 74. 

Ready for a Change. William R. Berkley says his namesake 
company is prepared to thrive in the upcoming period of price 
firming and consolidation. August, p. 55. 

A Downward Spiral. Medical malpractice insurance is losing its 
place as a top performing line of business in the property/casualty 
industry. August, p. 65. 

¢The Future of Med Mal. August, p. 66. 

Medical Malpractice: Top Writers by Line—2000. August, p. 68. 

High-Tech Fidelity. Fidelity writers are rolling out coverage 
for the new risks of e-commerce. September, p. 69. 

eCumis Provides Fidelity Insurance for Most Credit Unions. 
September, p. 74. 

Fidelity, Top Writers—2000. September, p. 76. 

Surety, Top Writers—2000. September, p. 76. 

Asbestos: A Moving Target. Asbestos losses and expenses 
that U.S. insurers will incur are much more than predicted a 
few years ago due to social, legal and 
economic changes. September, p. 85. 

Farmers, Progressive to Limit Sales of 
Homeowners Policies in Texas. Septem- 
ber, p. 98. 

Making a Dent In Auto Insurance. 

Computer technology drives auto 
insurers’ efforts to stall fraud rings. 
October, p. 65. 

Total Auto, Top Writers—2000. Octo- 
ber, p. 74. 

Private Passenger Auto, Top Writers—2000; Commercial 
Auto, Top Writers— 2000. October, p. 76. 

Auto Liability, Top Writers—2000; Auto Physical Damage, 
Top Writers—2000. October, p.77. 

Total Auto, Top Writers By State—2000. October, p. 78. 

Private-Passenger Auto, Top Writers By State—2000. October, 
p. 80. 

Total Commercial Auto, Top Writers By State—2000. Octo- 
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Auto Liability, Top Writers By State—2000. October, p. 83. 

Auto Physical Damage, Top Writers By State—2000. October. 
p. 84. 

Risks in the Rail Yard. Railroads that are facing environ- 
mental claims have begun to pursue their insurers. October, 
p. 100. 

Doing Their Homework. Successful underwriters know that 


the winner in any negotiation is the one who is most prepared. 


October, p. 102. 

Minding the Store. New and redesigned insurance policies 
are helping companies protect their intellectual assets. 
November, p. 93. 

Sudden Impact. Inland marine writers are facing dimin- 
ished reinsurance capacity and higher rates following the ter- 
rorist attacks. December, p. 54. 

Ocean Marine, Top Writers—2000. December, p. 59. 

Fire & Allied, Top Writers—2000. December, p. 59. 

Ocean Marine, Top Writers by State—2000. December, p. 61. 

Fire & Allied, Top Writers by State—2000. December, p. 62. 

Extended Family. Agents who combine personal lines and 
commercial coverages can expand their business to give afflu- 
ent clients and their family offices the protection both need. 
December, p. 65. 

Cost Comparison. Increases in the cost of physician services, 
hospital room rates, legal costs and auto-body repair expenses 
continued to outpace the general rate of inflation, keeping the 
price indexes for most of property/casualty’s major lines above 
the consumer price index in 2000. December, p. 69. 

eU.S. Claim Cost Indexes, Annual Percentage Increases. 
December, p. 69. 

¢ Yearly Increase in Costs by Line. December, p. 70. 

eAverage Annual Increases—U.S. Claim Cost Indexes. Decem- 
ber, p. 70. 

eDecennial Cost Increases. December, p. 70. 

Staying in the Race. Policy retention affects insurers’ prod- 
uct development, operations, pricing and profitability. 
December, p. 73. 

eLoss Ratios for Various Risk Classes. 
December, p. 74. 


Reinsurance 
Top U.S. Reinsurers by Line—2000. 
Commercial Multi Peril, Homeowners 
Multi Peril, Medical Malpractice, Work- 
ers’ Compensation, Total Liability, Total 
Auto. August, p. 41, 42. 
Back to Basics. Reinsurers at the 
45th Rendez-Vous de Septembre will 
focus on ways to make an underwriting profit, now that invest- 
ment profits are scarce. August, p. 43. 

Reinsurers to the Rescue. Reinsurers may keep the de- 
clining health-provider capitation market alive...at least for a 
while. September, p. 117. 

¢The Trials of Claims Turnaround. September, p. 120. 

Conference Silenced. The terrorist attack on the United 
States cut short the annual gathering of reinsurers in Monte 
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Carlo, which had begun with hopeful talk of a hardening 
market. October, p. 61. 
eAmerican Capital Adds Banking to Insurance. October, p. 61. 
«Pricing Is Key to Strong Market. October, p. 62. 
ePartnerRe Not Striving To Be No. 1. October, p. 62. 


Retirement Products 

A Lifetime Contract. As defined-contri- 
bution pension plans grow and defined- 
benefit plans fade, future retirees will need 
to create their own reliable incomes. Insur- 
ers believe payout annuities should and will 
be part of retirement planning. May, p. 95. 


Risk Management 

Reading, ’Riting and Risk Management. 
With school violence making headlines, 
risk managers are becoming a vital part of educational systems. 
Their roles include keeping schools safe, filing claims when dis- 
aster occurs and even administering health benefits for school 
employees. April, p. 35. 

eChallenging Times Ahead. April, p. 30. 

eSpotlight: Denver Schools Focus on Prevention. April, p. 38. 

All Over the Map. Homeowners insurers are increasingly 
drawn to the Hawaiian market to balance their exposure in 
more catastrophe-prone regions of the mainland United States. 
October, p. 92. 

Rethinking Retention. Rules of thumb for determining the 
risk a company should retain may be outmoded and misleading. 
November, p. 103. 


Securitization 

Underwriting Hollywood. As the motion picture industry 
grows, so does the need for insurance.A new type of securitization 
pools blockbusters with bombs to guarantee profits. May, p. 47. 

¢ Hollywood Insurance Can Flop,Too. May, p. 52. 


Self-Insurance 


A War of Words. The self-insured health insurance industry is 


facing its biggest challenge in Washington, but it has the presi- 
dent of the United States on its side. June, p. 47. 
eA Plan for a Self-Insured Health Plan June, p. 50. 


Selling 

Strength in Numbers. Life insurance agents may have to band 
together to survive the recent downturn in sales. February, p. 97. 

Putting It All Together. Insurers that don’t participate in 
online account aggregation risk losing an attractive customer 
segment. March, p. 104. 

The Key to Customization. Insurers who can collect, analyze 
and act on customer-specific data have an edge in the e-business 
market. May, p. 111. 

Expecting the Unexpected. Agents can translate a growing 
need for individual income protection and long-term care into 
additional sales. August, p. 93. 

Leveraging the Law. Insurers can move ahead of banks and 
brokers in online selling by offering other financial products as 
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allowed by the Financial Service Modernization Act of 1999. 
August, p. 1006. 

A Rewarding Strategy. Agents and brokers are controlling 
costs by shifting more compensation dollars away from annual 
increases and into incentives and bonuses. September, p. 96. 

Agents Are Customers, Too. Customer- 
value-management techniques can help 
insurers analyze and evaluate agents’ per- 
formance. September, p. 127. 

Cashing In on High-Tech Growth. 
Agents and brokers need to partner with 
knowledgeable insurers to understand the 
unique exposures facing the advanced- 
technology industry. October, p. 96. 

Making Time for Face Time. Agents 
must have more face-to-face meetings and 
make more personal calls to sell policies 

today. Some use technology and new strategies to improve 
their sales efficiency. October, p. 105. 

A Different Approach. Conventional methods for determin- 
ing how much life insurance a household needs don’t take into 
account what kind of lifestyle insureds want for themselves 
and their survivors. December, p. 100. 

Getting Personal. Now is the time for independent agents to 
seize the opportunity to grow their personal lines business 


June, p. 72. 


The Hardest Sell. Agency principals can maintain the bene- 
fits of ownership if they steer clear of some common mistakes. 


July, p. 90. 


The Slow Lane of Online Traffic. Insurers have a long way to 
go to equal the success of other financial-services providers 
doing business on the Internet. July, p. 117. 

Playing to Students’ Strengths. The industry should use com- 
puters to reach out to youngsters to foster sound financial habits 
early and teach these future consumers how insurance works. 
August, p. 70. 

It’s All About Need. Life insurance sales happen by meet- 
ing a customer’s needs, not by introducing “hot products.” 
October, p. 122. 

A Better Reputation. Because auto and homeowners insur- 
ers take time to explain their products and pricing, public opin- 
ion of this industry has turned more favorable in recent years. 
November, p. 98. 

Getting Value From the Deal. Mergers among insurance com- 
panies are more likely to succeed if their chief executive officers 
implement four overarching goals. November, p. 126. 

Working Behind the Scenes. Some insurers are benefitting 
from advanced information technology that focuses on operations 
without shutting down new sales opportunities. December, p. 76. 

Getting Together to Offer More. Insurers need to partner 
with other financial institutions to provide clients with the cus- 
tomized financial services they want. December, p. 106. 


Surety 

Keeping House. As the U.S. economy spirals downward, 
surety writers are hoping the construction market remains 
strong to avoid huge losses. June, p. 59. 








Technology 

Mobile Commerce. The hottest new technology is pushing 
insurers toward a more advanced computing infrastructure. 
January, p. 93. 

Up Close and Personal. The Internet and wireless technol- 
ogy are helping to manage customer relationships for market- 
ing, selling and servicing insurance poli- 
cies. January, p. 99. 

Leaping the “Digital Divide.” Insurers 
need to understand the various business 
models available through the Internet. Think 
e-business, not Web site. February, p. 98. 

¢Readiness Check. February, p. 101. 

The Best of Both Worlds. Insurers 
need not abandon traditional business 
models to gain a foothold on the Inter- 
net. They can phase in online offerings 
based on demand. February, p. 104. 

20 Questions. Successful online underwriting means getting 
a few key pieces of information and offering a competitive 
quote—all within minutes. March, p. 107. 

Automation Advantage. Insurers who aren’t afraid of change 
can benefit customers, agents, reinsurers and themselves by 
automating the underwriting process. March, p. 113. 

Building a Better Warehouse. Insurers are making slow 
progress in overcoming the challenges of data warehousing 
and data mining and moving toward the promise of great 
rewards. March, p. 117. 

¢ Data-Warehouse Savings Outweigh Costs. March, p. 118. 

«Gramm-Leach-Bliley Creates Greater Need for Data. 
March, p. 119. 

Capitalizing on Change. To take advantage of the emerging 
borderless, global marketplace, insurers need a solid e-business 
strategy. March, p. 122. 

Insurers as Technologists. Some insurers are using technolo- 
gy for more than just selling insurance—they’re providing high- 
tech services to help other carriers underwrite policies. April, 
p. 155: 

A Truce in the Standards War. E-commerce standards are not 
an alternative to competition, but rather a necessity for success 
in today’s high-tech market. April, p. 121. 

To Be...Or B2B. Online business-to-business exchanges may 
hold the real key to insurers’ Internet success. April, p. 123. 

¢B2B vs. B2C. April, p. 124. 

e Matter of Trust. April, p. 125. 

The Data to Make Decisions. Data warehouses help compa- 
nies keep up with their customers’ needs. April, p. 130. 

Life Online. To increase individual life insurance sales on the 
Internet, a company must overcome market-entry barriers, gener- 
ate greater consumer awareness and improve opportunities for 
cross selling. May, p. 119. 

Capitaiizing on Tech Investments. While technologies have 
changed, approaches to implement them effectively are still 
largely the same. May, p. 125. 

Claims on the Go. The Internet and wireless communica- 
tions have made mobile claims services more effective and 
more efficient. June, p. 103. 
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¢Crashbusters—From Vans to High-Tech. June, p. 104. 
More Efficient, Less Costly Training. Online training 
courses, system-based coaching and business-simulation pro- 


grams Can save companies time and money. June, p. 111. 
A Healthy Dose of Technology. Health insurers are catch- 
ing up with their property/casualty peers in using new tech- 
nological devices. July, p. 123. 
Deconstructing Online Strategies. 
Insurance e-commerce pioneer Steven 
Aldrich traces the evolution of online sell- 
ing. July, p. 127. 
Connect the Dots to Integration. 
Regardless of an insurer’s specific capabili- 
ties or business strategy, there is a select set 
of integration success factors. July, p. 130. 
Information Central. Being a layer 
away from policyholders doesn’t absolve 
reinsurers from needing the newest underwriting technology. 
August, p. 111. 

Two Worlds Colliding. The combination of the high-tech 
security industry’s expertise, products and services with the in- 
surance industry’s risk-management expertise, products and 
services could create a new insurance segment. August, p. 115. 

Bolster Returns With Relationships. Customer relationship 
management goes beyond automation of personalized data. It 
entails using the information to better serve and anticipate a cus- 
tomer’s needs. August, p. 119. 

Keeping Producers Happy. Insurance companies need to 
focus on producer relationship management, so distributors 
have what they need to be profitable for the company. Sep- 
tember, p. 134. 

Bedside Manners. Technological advances and insurers’ 
renewed emphasis on the consumer are putting health-care 
decisions back in the hands of doctors and patients. October, 
p. 127. 

Adding Value With Technology. Exploiting a company’s 
cache of data with best-of-breed technology can dramatically 
improve underwriting results. October, p. 130. 

Clicking Into Benefits. By linking employees with employers 
and benefits providers, the Internet is the key to customer satis- 
faction. November, p. 128. 

Calculating the Value of Pain. New technology is helping 
insurers make more consistent evaluations of general damages 
for bodily injury claims. November, p. 131. 

Rethinking CRM—Is It Worth It? Before making a huge invest- 
ment in customer relationship management, insurers must be 
sure that the result will bring in more money than it costs. 
November, p. 134. 

Cyber-Crime Fighters. Recognizing their own vulnerabili- 
ties, insurers tighten security for their online operations. 
December, p. 107. 

Busy Signals. Insurers are scrutinizing their call centers for 
potential improvements in cost savings and efficiency. Decem- 
ber, p. 113. 

Giving Customers Full Attention. Health insurers must refo- 
cus management strategies on retaining membership and provid- 
ing better access to information. December, p. 118. 
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Terrorism 

Litigation Concerns Emerge. Proposals to expedite claims dis- 
putes arising from the Sept. 11 terrorist attacks are gaining 
ground. November, p. 41. 

eInsurers Run Low-Key Ads After Attacks. November, p. 42. 

eMarsh Responds to Capacity Shortage With New Insurer. 
November, p. 43. 

eInsurers Add Up Estimates Losses From Attacks. November, 
p. 44. 

eLife Claims More Defined. November, 
p. 40. 

eBermuda Insurers Expect Transforma- 
tion. November, p. 47. 

Assessing the Damage. As claims 
from the Sept. 11 terrorist attacks 
stream in, insurers offer checks and 
empathy. December, p. 26. 

¢N.Y. Insurance Chief Wears Two Hats 


Finding Favor With Investors. Business mix and concentra- 
tion play a big part in boosting life insurers’ market valuations. 
October, p. 125. 

Share the Risk, Share the Wealth. Agency rent-a-captives can 
help good businesses keep insurance affordable. November, p. 105. 

Adding to the Mix. Self-insurance is now a multibillion-dollar 
industry that accounts for as much as one-third of the commer- 
cial market. December, p. 82. 

Recession Threatens Profit Cycle. A weak economy can short- 

en the time health insurers enjoy gains, but 
insurers can take measures to protect them- 


selves. December, p. 105. 


Workers’ Compensation 

Taking Precautions. State workers’ 
comp funds are seeking to regain market 
share as the market hardens. But they 





in Terror Aftermath. December, p. 28. 
A Hard Landing. The Sept. 11 catastro- 
phe accelerated the industry’s movement 
into a hard market, leaving it with challenges in underwriting and 
customer relationships. December, p. 32. 


Underwriting 

Technology to the Rescue. Global positioning satellites and 
digital video cameras are helping auto insurers underwrite more 
accurately and reduce costs for policyholders. April, p. 67. 

eConstructive Destruction. April, p. 68. 

The Coming Quake. Recent earthquakes in India, El Salvador 
and Seattle should serve as reminders to insurers, risk managers 
and business owners that they need to be prepared for the next 
big quake. May, p.93. 

Bullish Expectations Create Strain. Forecasting the future 
value of assets is speculative at best. Yet, financial underwriters 
are asked to accept forecasts far beyond reasonable levels. 
May, p. 108. 

Clearly Define Exclusions. Underwriters can learn from a 
court ruling that required a property insurer to cover product- 
recall losses, because those costs were not specifically excluded 
from the policy. June, p. 78. 

Keeping Up With Progress. Breakthrough drugs and scientific 
discoveries are great for patients, but they can create headaches 
for health insurance underwriters. June, p. 94. 

The Need for D&O Coverage. The worst of times may be the 
dest Of times for directors and officers liability insurance. July, p.95. 

Life After the IPO. Adapting to the pressures of a capital- 
markets environment is critical for demutualized life insurers. 
July, p. 118. 

Valuable Lessons. Underwriters need the kind of training that 
immediately impacts their profitability. August, p. 76. 

Attention to Detail. Consistent prequalification and skillful 
negotiation of risk are vital to underwriters who seek to distin- 
guish themselves. September, p. 103. 

Exploring Funding Options. Alternate ways of funding group 
medical plans may make sense for employers, if their cash flows 
are dependable. September, p. 128. 
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must take steps now to protect these 
gains and weather the next soft cycle. 
May, p. 70. 

Bearing a Heavy Load. State funds are 
counting on customer focus and service efficiencies to help 
them pick up riskier business cast aside by commercial carri- 
ers. May, p. 75. 

eKey Workers’ Compensation Market Indicators and Results. 
May, p. 76. 

Rational or Random. A closer look at the workers’ compensa- 
tion market reveals the logic behind insurers’ underwriting deci- 
sions. July, p. 83. 

Managing Workers’ Comp. The workers’ compensation 
managed-care industry is doing a better job of monitoring 
itself, but it needs to figure out what to do with the informa- 
tion. November, p. 87. 
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